ID ARTICLE INDEX—JANUARY TO JUNE, 1980 


Special Reports 


South/North: Markets in transition 

Straight talk. . .Energy, distribution 
and the future 

The branch 

French manufaciurers learn about 
American distribution 

National Industrial Distributors 
Assn.’s 75th anniversary. . .and 
how the industry grew 

TIS preview. . .The Triple: 73 years 


American Supply and Machinery 


Manufacturers’ Assn.’s 75th Anniversary. . . 


an industry perspective 


Ideas for Management 
Hotline/Distributors see problems in 
’*80 no major threat to growth 
Hotline/20% rise in national R&D to spur 
opportunities for distributors 
Hotline/No acquisition slowdown 
seen for 1980 despite tight money 
Hotline/Offers for aquisition or merger 
running high, distributors report 
Hotline/As prime soars, distributors 
reconsider loans, investments 
Speaking of borrowing 
How to find management talent 
How’s your corporate profile? 
Know the company before you buy! 
The employee policy manual 
Hotline/The Presidential candidates: 
how they stand on small business 


Sales and Marketing 
How to sell. . Mechanics’ hand tools 
Strictly for salesmen/Future shock 
Capsule sales concept/A lost sale 
How to sell. . .Fluid power 
Strictly for salesmen/‘It's the 
little things that count’ 
Capsule Sales Concept/The real you 
How to sell. . .Small machine tools 
Strictly for salesmen/Seeing red 
Capsule Sales Concept/Petulance 
and price 
How to sell. . .Compressors and pumps 
What’s a good salesman? Just 
ask the PA 
Strictly for salesmen/Those 
were the days 
Capsule Sales Concept/One 
good deed 
What's a ‘good’ distributor? 


ID/June, 1980 


Strictly for Salesmen/One 
for the road 
Silk stockings in a steel-toed boot 
The apprentice salesman 
Making the most of a business 
meeting 
On being a salesman. . 
How to sell. . .Motors 
and controls 
Capsule Sales Concept/ 
Space-age sales tool 
Strictly for Salesmen/ 
A better idea 
How io sell. . .Valves and fittings 
Capsule Sales Concept/ 
Keep on selling 


People 
Pacesetter/‘It’s action, 


May 115 
May 120 
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Companies 
Where branch management 
is a partnership 
Striking it rich in the 
Tennessee hills 
At Northwestern Co... 
Management style = risk + foresight 


Operations 

Bearings in the 80's 

Supplier planning a price increase? 

Inventory management takes a 
quantum leap 

No taxation on inventory inflation 

10 years on LIFO. . .The long-term 
savings on inventory tax 


Computers 
EDP: The high cost of impatience 
The computer? Respect it, 

don’t fear it 


Associations 

Preview: SIDA’s 78th annual 
convention 

PTDA’s 20th annual meeting 

NFDA's fall meeting 

NEIDI’s 21st annual convention 

CSIDA’s 47th annual meeting 

STAFDA’s annual meeting 

SIDA’s 78th annual convention 

NAW’s 34th annual convention 

NIDA Western States 

NFDA’s annual meeting. . .Fastener 
distributors facing change 


87 





td aiital Dien tA deel wn cE MI UR is rinsle Spates P 


NE A ee aha en it INES Penta 





ID ARTICLE INDEX—JULY TO DECEMBER, 1980 


Special Reports 

The elusive competitive edge 

All-around pro. . .the new 
sales manager 

1980 Triple Industrial Supply 
Convention. . .get back to basics 

Compensation Update: 1980 

The final step: packing and 
shipping 

Power Transmission: 1980 

Galbraith on small business 


ideas for Management 
Hotline/Recession plans unveiled as 
distributors confront downturn 
Hotline/Cash flow grows sluggish; 
distributors deferring payables 
Hotline/Distributors see no trend 
despite price fixing suits 
Rethinking the imperatives... 
People + Productivity = Profits 
Hotline/Distributors take conservative 
view of ‘reindustrialization’ 
Hotline/Slow end to recession seen, 
but PA's optimistic 
Hotline/The forecast: Distributors 
project upswing through ’81 


Sales and Marketing 
How to sell. . Safety clothing 
and accessories 
Strictly for salesmen/What you 
see is what you get 
Capsule Sales Concept/Free for lunch 
How to sell. . .Floor care equipment 
and supplies 
Strictly for salesmen/Put it 
in writing 
Capsule Sales Concept/Influencing 
ok Se Chee TT Er ry Ter rey eT Aug 52 
Strictly for salesmen/“! object!"............ Sep 53 
How to sell. . .Welding supplies 


Charisma: a very special edge 
Capsule Sales Concept/Yo 


make it happen 
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ID/January, 1981 


Strictly tor salesmen/‘It’s the 
next best thing to being there’ 

How to sell. . .Power transmission 
components 

Capsule Sales Concept/Seeing 
isn't believing 


How to sell. . .Hand trucks and casters.... 


Strictly for salesmen/A direct hit 

Capsule Sales Concept/The stand-up 
presentation 

Strictly for Salesmen/There Goes 
Ol’ Whatshisface 

How to sell. . .Anchoring devices, 
bolts, shields and tools 

Capsuie Sales Concepts/Make time 
for selling 


People 
Pacesetter: Who says it’s a 


Operations 

Checklist. . .Rate your supplier 
How to save taxes on slow movers 
Advertising delivers the message 
The purchasing agent and the 


A year-end problem. . .Inventory 
taxes in the recession 


Computers 


Companies 
At Aaron Supply, It’s. . .The pro 
out of left field 


Fasteners, Inc. . .Rooted in sales.......... 
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CSIDA. . .Times may change, but 


























qe an: 
ROP OerT Trent nn 


6 Joe 























